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OpeningPlenarySession
Meeting Summary
ThursdayNovember, 2021

Background

On November 4, 2021, the New York State Energy Research and Development Authority (NYSERDA)
hosted a virtual meeting of the Residential Market Advisory Group (RMAG). The meeting provided
updates on activities related to RMAG priority items since the ptevineeting, held in March 2021.

TheQ4 RMAG meeting was convened to focus on active conversations over RMAG and broader
residential market priorities. Sessions were scoped to provide participants with a format to identify
individual market interests ancbnnect them with State activities and goals for clean energy and energy
efficiency adoption in the residential sector.

In total, 41 individuals attended the meeting, including 6 NYSERDA staff.

Introduction and Opening Remarks

Laura GeeRProgramManager forSingle Family Residential Operations and Market Developatent
NYSERDA, opened the event by thanking attendees for their participation, reviewing the RMAG and the
intent of the quarterly meetings.

Sara Omar, facilitator for the eventfn Kearns & West, handled Housekeeping and Ground Rules
before handing it to Laura who reviewed the agenda.

Laura reviewed the Mission Statement and Objectives of the RMAG alongside the RMAG Process
Diagram, attached here d@gpendix A

Sarathen conducted an icebreaker activity with participants, where they were askedjuestionsvia
PollEverywhereQuestionsresponse summaries, and total counfyesponses are available below.

Question 1:4 CA t £ A yIf | ind&dbe viish foryfHe tesidential energy efficiency and clean energy
AYRAZZGNEET AG ¢62dd R 0SS Yuyuyyyypyods

Response Summary Count
Racial and economic equity in distribution of benefits from developments 5
Improved homeowner marketing (equitabheessaging, consumer awareness of 4

health impacts of fossil fuels, etc.)

Improved incentives that expand affordability and scale of development 3
Improved initiatives to develop a substantial, equitable, and trained workforce 2
Enhanced role for lowarbon fuels, like green hydrogen 1
Total 15

Question2:d2 KIF i SEOAGAY3I GKAy3a&d INB KFLIWSYyAy3I Ay (KS

Response Summary Count
Enhanced adoption of virtual home energy audit solutions 3
Enhanced consumer awareness and requestslfsan heat technologies 3
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Technical improvements adapting ground source and air source heat pumps for
climates

Changes to the New York State Technical Resource Manual for Estimating Ener
Savings from Energy Efficiency Programs

Enhanced adoption of residential PV solar power witksita storage

Enhanced availability of electric vehicle car charging infrastructure

Improved coordination efforts across residential sector market segments
Improved market dynamics (ex/ high cost of natural gas)

Increased funding for disadvantaged communities

Increased investment in energy efficiency and clean energy development
NYSERDA Residential Programs and Initiatives (Comfort Home, RMAG SEEP
Framework, etc.) 2
Total 17

N

I I I

Review of RMAG Work in the Last Quarter

First Membership Showcase

Laura reported to participants on the rationale for the showc@ssworking, increase knowledge
exchange) and provided a summary of the discussions and outcomes of thendviehtfeatured
participants fromCopper Labs and HubContraliswas noted that materials are available on RRIAG
webpageand that if participants are interestdd preseningin the futurethat they should reach out at
resmarke@nyserda.ny.gov

Quality AssurancRoot Cause Analy$@ARCAJEXxpert Panel

David Houle, Senior Project Manager at NYSERDA, presented on the rationale for the QA RCA Expert

Panel. David reviewed the planning process, including identificatiogpoésenatives assessment

reporting, Root Cause Analysis training, and a Kickoff Call. The action was identified as connected to

broader RMAG interests in improving programming to drive achievement of clean energy and energy

efficiency goals. Mike Dunleavy, owrdf Hudson Valley Energy and member of the Expert Panel, then
RAa0OdzaaSR GKS 3INPRJzZLIQ& | LILINE -AZKY Fiz2NIINBASSG | 2yTR vidK S A=
planned event to discuss the LEhcorrect quantity installed QA nonconformance.

Stacked EnergdyfficiencyPilotFramework Working Gro(EEP Framework Working Group)

Bryan Evan®Residential Program AssociateNartheast Energy Efficiency Partnershaosl Champion

of the SEEP Framework Working Group, provided background on the RMAG priority, group planning

process, and the framework development process. The action was identified as connected to broader

RMAG interests in scaling residential developmed@#2 SOGa G KIFG wadal 01 Qx 2N O02Y
improvements, energy efficiency improvements, and adoption of renewable energy. Bryan updated

LI NOAOALI yia 2y GKS 3INRAzZLIQa LINPINBaa RS@OSt2LAyYy3 |
resource for reidential clean energy and energy efficiency program managers. If interested in being part

of this working group, Bryan asked participants to emamarket@nyserda.ny.gder more

information.

RMAG Priaty Updates

Laura reviewedhe fifteen priority items as identified by RMAG and updated participants on the status

of thoseprioritiesand related initiatives] | dzNJ RA & 0dza 4 SR WmadNMF AR ¥ A 3 dzLIS i ¢
aSSi 2 dpibries that aredngoing, providing the following updates

1 Normalizing Heat Pumps
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o0 Experiential Demonstrationgctivity ism early planning stagesith updates expected

Q2 2022.

o Customer Testimonialéctivity is in early planning stages with updates expected Q2
2022.

o Community MeetingsActivity is currently irdevelopmentwith updates expected Q2
2022.

o Establishing an Ally NetwarRctivity is currently irdevelopment with updates
expected Q2 2022.

0 Large Scale Pilot (Stacked Energy EfficiBitoyrameworkWorking Group)In-
progress activityLaura referred participants to the updapgovided by group champion
Bryan Evanfor details.

1 Ramping up to Meet our Goadé Retrofitting 200,000 Homes Annually by 2030

o Partnering with Community Organizatiod$Y SERDA.Iis progress of planning
coordinated efforts with communitpased organizations. Laura referred participants to
Request for Proposals 4630: Cldéamergy Hubfor that initiative. Clean Energy Hubl
act as trusted resources for community members to accéssn energy knowledge and
improvements They will conduct outreadio enhanceaccess to clean energy
developments ané&nhance diversity of the residential clean enevgyrkforce

o0 Post Installation DataLauraidentified that progress on this initiative has developed
primarily throughProgram Opportunity Noticé423: Remote/Virtual Energy Audit
Challengawhich has closed andgill announce awardeeis 2022

o0 LowerTouch Engagementaura identified that progress on this initiative haseleped
primarily throughProgram Opportunity Notice 4423: Remote/Virtual Energy Audit
Challengawhich has closed and will announce awardee2022

o CommorLanguage NYSERDA is working with its marketing partner to create shared
language to discuss residential clean energy and energy efficigpcates are
anticipated in 2022.

Laura then identified? O 2 Y A Y Bitiatives®yRMAG priorities.

1 Updatesby initiativeinclude:

o0 Workforce Developmeritorum NYSERDA plans to host listening sessions in early 2022
to more clearlyidentify RMAG interest and scope of activities.

0 Peerto-Peer GroupdNYSERDA plans to hbstening sessions in early 2022 to more
clearly identify RMAG interest and scope of activities.

o Engagement PlaybooKhis priority itemwas identified as a topic for RMAG
Quarterly Meetindgoreakout sessionMore detailsare availablén the Customer
Engagement and Homeowndptaybook Breakout Session Meeting Summary

o0 BenchmarkingThis priority item was identified as a topic for an RMAG Quarterly
Meeting breakout session. More details are available @Rlbsidential Energy
Benchmarking Breakout Session Meeting Summary

o Envelope Improvement$his priority item was identified as a topic for an RMAG
Quarterly Meeting breakout session. More details are availabledrstialing Envelope
Improvements Breakout Session Meeting Summary.

o Standards of Interoperabilitythis priorityis awaiting development.
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Laura made a call for participatipasking that iparticipants have ideas orolw to movepriorities
forward, or if participants are interested in championigiforts, they are asked to reach ota
resmarket@nyserda.ny.qde discuss further.

Breakout Session Topic Overviews

Sara previewed the three breakout sessiényy WwSaARSY Al f 9y SNHeé& . SyOKYIl N
9y 3IIF3IASYSYld YR 1 2YS246ySNItfl &o6221i0a QdisdddsgdRe W{ OF f Ay 3
rationale, state of the conversation on the priority, identified speaker the events, and previewed

the participatory activities for each meetingormore details on each breakout session please see the

relevant breakout session meeting summanrgludedin this document.

Open Floor
Saraled the group through an Open Flosharing opportunity where members were invited to provide
updates on their company and their workopics discussed include:

1 Bruni & Campisndicated high volume of air source heat pumojects,with some including
decommissioning of fossil fuel mechealis and integrated contrals

1 Northeast Energy Efficiency Partnerships are developilogv-cost home energy audit tool to
help expand access nergy efficiency and clean energy projects.

1 TheBuilding Performance Contractors Association of NYS indigar@st in linking with
market participants on new initiativepjlots, and partnershipsParticipants interested in
connecting with BPClar an event the night beforéheir Northeast Regional Home
Performance Conferenda Februarywere invited to reach out texecdirector@bpcays.org
for more detalils.

9 Steven Winter Associates announdéey aredeveloping online training that incorporates a
holistic approach to Air Source Heat Pudgsign, selection, installation, operations, and
maintenance For more information on the kind of materials to be covergalticipants were
pointed tothis Steven Winteblog post:Air-Source Heat Pumps in Homes: Soup to Nuts.

f Cornell Cooperative Extension of Tompkins Coiyd Odza 8 SR GKS | yy2dzy OSYSy
passage of th&fficiency Retrofit and Thermal Load ElectrificatioogPam Guillermo Metzut
out an invitation for collaboration with technical providers asitared the following Washington
Post article for contextThis U.S. city just voted to decarbonize every single building

1 TheBuilding Performance Institutennounced it received contract award from NYSERDA to
RSOSt2L) awSAARSY (Al f 9f SOUNARTAOFIGAZ2Y 9y SNHe& ! d
protocols for single family and multifamily buildings.

Upcoming Engagement Opportunities

Lauraprovided participants with infanation on the Clean Energy for Homes Conference and Trade
Show scheduled for Februaryl®,2022,in Saratoga Springs.

The event, cproduced with the Building Performance Associatieatures two full days of education,
networking, and business growtpportunities Each year, this event draws approximately 300
contractors and weatherization professionals from NY state and surrounding areas.

Participants were informethat exhibitor and sponsorship opportunitiese still available, and that for
more information on the event, participanghould gato: https://events.building
performance.org/regional
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Closing

Sara ended with a reminder to register for Breakout Session activities and then passed to Laura who
thanked participants and closed the meeting.
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Breakout Session Residential Energy Benchmarking
Meeting Summary
MondayNovembei8, 2021

Introduction

Topic Overview

Trevor Reddick, the meeting facilitator from Kearns & West, opened with Housekeeping and Ground
Rules for a participadtd conversation. He then introduced the topic of Residential Energy
Benchmarking by reviewing how it carttebe identified as a priority by the RMAG.

Atthe QuarterlyRMAG meetingpeld in March 2021, attendees reviewe&ahergy Efficiency and Housing
Advisory Panel recommendations to the Climate Action Coandiheldbreakout session priority
discussion thaidentified residential energy benchmarkiag a priority for the RMAG to pursusome
factors discussenhcluded

1 Need to pair benchmarking legislation with automated utility/energy data management and
analysis system

1 How connecting benchmarking with comser education to induce behavior change that can
reduce energy demand

MeetingPurpose

Participants reviewed the Discussion Purpose and Agenda for the meeting. Building off the identified
interest in the previous RMAG meeting, this discussion was converteglpy stakeholders in the New
York residential market:

1 Have a better understanding of the market opportunity for residential energy benchmarking in
the state

1 Reflect on potential mandates for residential energy benchmarking and how to align market
development with the goals of upgrading more homes

1 Identify gaps between where we are and where we want to bdeiveloping theesidential
energy benchmarkingarket

Participatory Activity

Attendees were introduced to the participatory activity for teeent and invited to join a collaborative
workspace where they answered questions on the residential energy benchmarking market. Participants
were asked to answer the following questions:

1 You are a prospective home buyer/rentebo you want an energy au@liWhat information do
you want or need?

1 How do we feel about the NYS Energy Benchmark Goal forqpiesaie energy disclosure by
2025, and energy audits by 2027? What needs to occur to make it happen?

1 What do we need to meet the opportunity in this sp&d&/ho needs to be part of solving this,
and what can they do?

For a full list of responses refer fgppendix Bvhich features a copy of the final activity board and
access information for an online version. The summary bedflects participant perspectives voiced
through speech and chat during the event.
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Discussion Summary

Question 1: You are a prospective home buyer/reqieo you want an energy audit? What
information do you want or need?

Identified Perspectives

Participants were asked to use their professional experience with clienitsform this discussion.
Throughout discussion, participantgere at timesasked to assume the perspective of a prospective
home buyer/renter and/or reflect on their owrhome buying andentingexperiences to identify the
rationale for, and scope of information that is important feelling and consuming amnergy audit.

Participants identified aeas of opportunity where market actors can enhantte ability of consumers
to access an engy audit and/or understand it to inform higkguality purchasing decisions.

1 Key highlights of the discussion include:
0 Access to Contractors. Some indicated theta home purchaser and renter thhey
sought out a professional with auditing credentiaig bad difficulty finding one in
urban and rural environments alike. There is a need to do a regional assessment of
contractors to determine if there is a shortage of qualified auditors, or if there is an
information gap about where to find them.
0 Quality @ntrol: Others shared concern about ensuring quality, including one indicating
concern that RESNET does not have the capacity to check up on their raters if a large
segment of US moves to mandating HERS rating. It is noted that HERS ratings is primarily
for new construction, but the same concern should be considered for ratings of existing
homes.
o CrossSector CoordinatiarParticipants indicated the importance of cressctor
coordination to identify the appropriate data points for consumers to understduagr t
energy efficiency needs in a ceffective way. One participant emphasized the need to
rectify different home inspections/assessments to reduce cost burden and risk of
GAYTF2NXIGA2Y 20SNI 21 R¢é FTNRBY Ydzf GALX S AyalLlSc
0 Language Choic®ne participai A Y RAOIF 6§ SR (GKIFG GKS € y3dz 3S
0S NBOGAAAGSR RdzS (2 O2y&adzySNI O2yOSNya | 02 dz
adoption. This is something NYSERDA is actively reviewing.
f I A3KEAIKGA FNRBY | aSftfSNNa LISNARALSOGADS AyOf dzRS
o No Incentie: Several participants indicated that there is not an incentive for sellers to
get an energy audit for their property right now because the housing market is so
competitive that purchasers are likely to move forward without requesting one.
o Still Need tdBuild Infrastructure Nowthose participants also indicated that it is
important to move forward on investments in scaling infrastructure now to ensure
energy audits are viable at scale as the regulatory and market dynamics shift. One
participant indicatedhat it is difficultto scale voluntary markdiut that with a signal
from poligy there isan incentive for industry to respond.
f I A3KEAIAKGA FNRBY | LJZNOKFaSNRa LISNELISOGABS AyOf
o Lack of Incentive Now, and Potentially Lagveral participants indicated that the
housing market dynamics noted above leads to people skipping inspections to secure a
home. Another participant indicated that this can also disincentivize consumers from
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getting an energy audit later, as people are loathe to purchase a property and then
request information that will lead to increased costs.

o Purchase Price ImpactBwo participants indicated that energy audits can increase the
purchase price of a propertynd that in some cases it can even price consumers out of a
home. Others echoed this by indicating that the upfront costs can be steep for
purchasers.

o Pandemieelated RegulationOne participant referred to a personal experience where
they were denied anmergy audit while purchasing a home in a jurisdiction where
audits are a regulatory mandate due to COXfDrestrictions on home access.
Understanding how pandemielated regulation can affect outcomes for clean energy
and energy efficiency programs readtion rates on energy savings was identified as
important.

T 1 AIKEAIKGEA FTNRY || NBYGISNDa LISNRLISOGAGS AyOf dzRS

0 Lack of Incentive for Rente@everal participants noted that housing market dynamics
are reflected in the rental market. Renters do not want tesndut on an apartment in a
tight rental market by asking for an energy audit.

0 Lack of Incentive for Landlords and its Impact on EqDitg: participant referred to
personal experiences as a renter where they have been denied requests for an energy
audit by property owners. Another attendee echoed the sentiment, indicating this
concern reflects a broader issue in urban rental markets like New York City. They
concluded that putting the burden to request an audit on the renter is inequitable and
unlikely to succeed.

Participants identified the need to address lack of consumer awareness through improved education.

1 Energy Burden anlquity Twoparticipants indicated that energy burden is top of mind for LMI
consumers. Helpingenters and buyers betternderstand, plan, and reduce their energy use
valuable

1 Project Management Implication@ne participant indicated that lack of consumer awareness
regarding the unigue value of energy audits can mean consumers perceive it as an extra
expense and procedal delay when service providers advocate for their use.

1 Timing Energy Audits for Consumer Readir@ss:attendee indicated that energy audits should
be doneafter ahomeowner has lived in the home for a minimumtwelve monthsso the
consumer can answeajuestions about pain points and what they would like to learn about their
home.

1 Setting Appropriate Expectation®ne participant, who works as an energy auditor, indicated
that they have experienced an issue where consumers expect more significany ea@rggs
than audits show. Balancing expectations through realistic project scoping was indicated as
important.

Participants identified consumer education solutions like new messaging for the sales process and
simplified, standardized formatting foconsumer-facing energyaudit materials.

1 Comprehensive Messagirfgeveral participants agreed that energy audits need to be sold using
comprehensive messaging shared among stakeholders in the real estate market. Participants
identified several types of valueahshould be emphasized to consumers, including Comfort,
Durability, Energy Savings, Health and Safety, and Resilience. Participants indicated that
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connecting these values to an economic benefit can help drive better decisions by owners and
renters.

1 Standadizing Information and Formatting of Audi@ne attendee indicated that home buyers
and renters need energy audit reporting materials to be standardized in a shareable,
transferable format that can inform purchasing decisions. Several participants ethised
indicating features like an overall score, and prioritization of recommendations based on the
value of upgrades prexnd postinstallation, should be considered.

Question 2: How do we feel about the NYS Energy Benchmark Goal fafsaietenergy
disclosure by 2025, and audits by 2027? What needs to occur to make it happen?

Regulatory Outlook

Trevor led the group through a Regulatory Outlook, reviewing energy benchmarking regulations at the
local and national levels. The group also reviewed Bngfficiency and Housing Advisory Panel
recommendations made to the NY Climate Action Council, which include recommendations that:

9 Starting in 2025 Ownersof all residential and commercial buildingse requiredto obtain and
publicly disclose, as part of sale or lease listing of a building, housing unit, or commercial space,
the prior-year energy consumption of the building, unit, or space (e.g., at least 12 consecutive
months of energy bill data).

i Starting in2027¢ Require owners of singlamily buildings to obtain and disclose an energy
performance rating (e.g., a Home Energy Rating System (HERS) index) as part of sale listing.

Participants discusseqdrisdictions that are adopting similar standandahile identifyingsimilarities,
differences, andhe implication of a rising tide of initiatives across cities and towns nationwide.

Identified Perspectives

Participants were asked to reflect on their experience and market awareness to identify the
preferability, viability, gaps, and solutions required to scale the energy audit market to meet prospective
regulatory goals.

Participantsindicated that the recommended regulatory requirements could help address consumer
adoption and equity concerns

1 Addresse#ncentives By taking the responsibility to request an audit out of the purchaser
NB y (i S NXegulatisrly ngoRigements can address the lack of incentive for sellers, buyers, and
renters.

9 Cost Burden for LMI Communiti@stese requirements can potentiallyallate the cost burden
of LMI renters for purchase of an energy audit and help identify eresgydeficiencies to help
address the energy burden.

Through the participatory activity board attendees shared mixed perspectives on if these timelines can
be redistically achieved, if they are soon enough, and some of the impacts that this has for their
businesses and communities. For more on participant perspectives identified through this process,
please see the full set of responses providedipendix B
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Question 3: What do we need to meet the opportunity in this space? Who needs to be part of
solving this, and what can they do?

Identified Perspectives

Participants were asked to reflect on their experience and market awareness to identify the
preferability, viability, gaps, and solutions required to scale the energy audit market to meet prospective
regulatory goals.

Participantsindicated workforce devimpment initiativesaligned with vocational education,
businesses, and local authorities are neededensure availability of a qualified workforce.

1 Expanding the Workforce Development Pipeline through Partnersbmgsparticipant noted
that it might be wseful to work with community colleges to develop a curricipathway to
certification(s) that would allow LMI and 'undecided' students to pipkcareer skills and
contribute to the EE audit marketplacnother echoed that, including that BOCES and
Community College workforce development pipelines can be primed with development of high
guality training and education materials.

1 Funding is Neede®ne patrticipant indicated that certification fees and state/fed funding
(probably via program delivery, but gsibly also at the certificatiebhody level to complement
programs) could also help scalp QA/Field Verification.

9 Aligning State and Local Labor Go&lse attendee indicated that a hurdle to consider when
scaling a qualified workforce is that licensamy certification of subcontractors occurs at the
local level (city and/or county) which can make it difficult for contractors to get someone
licensed in their area to complete work.

Participantsindicated thatcollaboration between utilities, consumersnd local authorities on
increasedransparency of energyuse datacandrive consumer demand and help inform allocation of
resources to areas of most need

1 More Transparency for Utility Data at Local Le8elveral participants noted the need to
increase tansparency of utility data. One way that was identified was to unlock access to utility
data streams through aggregation stripped of identifying informatilflowingdisseminatiorto
a third-party energy auditorandlocal authoritescouldhelpdirect resources to buildings that
are the worst performing in the communit@ne data point identified as important to track was
actual propane and oil use.

1 Centralized Access fRnergy AudiData One participant indicated thdack of central access
for data on residential building energy uaed history oftlean energynd energy efficiency
improvementshurts consumer adoption and uptake of energy audits. Making information easily
available and shareable will improve consumer willingness to requestidercand use them to
inform purchasing decision¥heparticipant pointed explicitly to RESNET HERS raamfjseed
to access multiple portals to retrieve data as an opportunity for improvement.

Closing
Laura Geel closed the meeting by thanking participainforming them that their insights would help
inform next steps decision making for the RMAG.
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Breakout Session 2ustomer Engagement and Homeowner Playbooks
Meeting Summary
TuesdayNovember9, 2021

Introduction

Topic Overview

Trevor Reddick, the meeting facilitator from Kearns & West, opened with Housekeeping and Ground
Rules for a participadtd conversation. He then introduced the topic of Customer Engagement and
Homeowner Playbooks by reviewing how it came to be identdigd priority by the RMAG.

At the Quarterly RMAG meeting held in March 2021, attendees in two breakout sessions identified the
need for expanded homeowner and retrofit consumer education as a priority for the clean energy
residential market transition.

Same aspects discussedentified includedhe need to:

1 Leverage consumdacing communications to better inform clean energy purchasing decisions

1 Enhance communications about financial assistance for homeowner projects (retrofits, heat
pumps, etc.)

1 Expand new homeowner knowledge and energy efficiency marketing through new and existing
pathways

1 Develop an equityocused community outreach strategy

MeetingPurpose

Participants reviewed the Discussion Purpose and Agenda for the meeting. Buildingidérttifed

interest in the previous RMAG meeting, this discussion was convened to help stakeholders in the New
York residential market:

f ¢2 ARSYUGATFE 6KIGQa ¢2NJAy3IS 6KIG AayQds yR (K
communications in the residentialean energy and energy efficiency sector.

1 To enhance knowledge sharing about consumer bases and how to enhance communications
tools to improve impact of outreach and scale adoption.

Participants were asked to introduce themselves via chatandto ansvie6 |j dzSa A2y > a2 K2 |
GKEG A& e2dNJ AYGSNBalG Ay NBaAARSYGAlIf SySNHe STFTFAO

Presentation on Customer Engagement and Homeowner Communications

Introduction

Trevor introduced Sahara James, Senior Sustainabilityutant at Kinetic Communities Consulting.
Sahara presented on their experienceGampaign Director for ElectrifyNYC, a clean heating and cooling
program promoting equitable access to green technologies in the residential market run by the New
York City Myor's Office of Climate and Sustainability.

Background

Sahara introduceélectrifyNY Cwhich providedree services for owners of ore-four-unit family
homes, particularly lovand moderateincome familiesn Queens and Staten Island, to reduce energy
costs, improvecomfort and air quality, and cut greenhouse gas emissibhs.pilot program, running
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until 2023, is composed of Electrify Queens and Electrify Staten Island. These organizations lead
engagement with residents, contractors, and lenders. Satesi@wed program resident engagement
goals, identifying them as follows:

9 Electrify Staten Island
0 74100 enrollees
0 2545 energy audits
o0 37-70 energy efficiency installations
0 12-24 heat pump installations
1 Electrify Queens
0 Introduce 400 Lowio-Moderate IncomgLMI) homeowners to solar
o Complete 50 solar assessments
0 Help 20 LMI homes go solar

Customer Journey

Sahara reviewed the customer journey, detailing an iterative cycle starting from intake, through
program application, identifying a contract@mergy assessment, construction, and feedback.
Emphasized was the importance of having a contractor handle the process from assessment through
construction, and the completion of an online surve§ gionths postconstruction to ensure customer
satisfaction

Challenges and Opportunities
Sahara identified critical customer engagement challenges identified through the program, including:

1 Keeping customers engaged after initial contact

Helping customers understand the complexities of energy efficiency programs
Connecting customers to contractors

Maintaining intake ifbetween large outreach events

Hosting events while COVID 19 concerns arepséillalent Zoom fatigue

1 Income eligibility excluding customers

=A =4 =4 4

Sahara also identified critical customer engagement opputies identified through their work on the
program, including:

1 Emphasizing the opportunity for a free energy assessment up front

9 Customers appreciate the opportunity to talk to someone about energy efficiency in their home
9 Customers appreciate flexithijl with contact

1 Communicating with contractors to minimize effort for customers

1 NYC Mayor's Office advocates for adjusting income eligibility limits

Moving Forward
Sahara concluded their presentation by identifying strategies they intend to deglbyElectrifyNYC to
improve the customer engagement experience and enhance program outcomes. These include:

1 Ensuring the initial conversation addresses all customer concerns, and directs them towards a
free energy assessment

1 Planning and hosting events teeet more NYC residents

1 Reconnecting with customers we haven't heard from
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1

Redirecting customers to other programs depending on location
Staying updated on program updates to ensure dissemination of accurate information

Presenter Question & Answer
Particpants used the chat function to agkiestionsk 6 2 dzii { I KI NI Qa LINBaASYy il A2y @
from participants and answers provided by Sahara are reflected below.

il

il

il

QuestioY avdzSaidAzy | 62dzi (KS [/ dza i 2 YaSdedsiéatdzNy SeyY 2 K.
22dz2Ad Rydd bH3ISGGAy3 + O02yGNIOG2NbH ySSR G2 KI LILISY
o Answer Yesyou are correctAfter program applicationgustomers are then connected
to a contractor to perform the energy assessmant the
upgrades/installationHowever, there is th&lYSERDA Residential Energy Audit
programthat will connect a customer to an audit contractor; a customer would have to
connect with a separate installation contractor after this audit.
Questioty al 2¢ R2 b, {w5! U0a LI NIAOALI2INBYKE OSYR2NR &
o Answerb2 (i O2YLX SGSte& adiNB ¢KIFidiQa YSIyd o0& @Sy
NYSERDA residential energy efficiency prograsssted Home Performance and
Empowerrequires contractorso apply for participation. After acceptance,
NYSERDiAveds in marketing outreach throughout New York to promote participating
contractors. NYSERDRsopays contractorso perform audits for residents, so
they are no cost to the customer, which isggod tool for promotion and
salesNYSERDA also has the N¥&rHeat program for heat pump contractors where
they can capture incentives for projects to pass down to their custontidny.vendors
@ 2dzQNBE NBFSNNR Y3 (i KSommbnBiésyicrossONYdl, programsl Yy R/ 2 2 f
haveafocus on increasing the camictor workforce SpecificallyElectrifyNY@ims
toKI @S O2yiNJ} Ol2NA 6K2Q@S adzoYAUGGSR wCL NBal
NYSERDManufacturers, and NYC Small Business Semgiagpandtheir services and
capacity We also prioritize contractonsho filled out the RHbr requesting bid
proposaldor interested customers.
Questioty a/ Fy @&2dz GFf1 | 02 ddsth&idlgourdedz@dck&ldoieadha |j dzl y i
engagement?Could you estimate the time and/or expense required for the reporéind
0N} Ol Ay 3IKE
o Answe¥ hdzNJ YIFAY YSIF&AdzZNBYSyid 2F &d4dz00S&aa Aa YSI
able to engagand walk through the full customer journey. We use Salesforce to track
the stages of engagement for each custonfs.an estimate, | would sayevepend
about 15minutes ontracking/reporting for eaclengagemenstepfor each customer.
Questioty a2 KSy NBljdzSadAy3a ljd2zdiSa 2y o0SKIFIE{FT 2F Odza
from all participating contractors for the appropriate program oedElectrifyNY®ave their
26y LINBFSNNBR O2y (NI OG2NEKE
o Answer ElectrifyNY®@as an RFI we share with contractors acrossWht(participatein
NYSERDA programs. This is to get basic information &i@services contractors offer
andtheworki KS@ Q@S R2ySd® 2SS LINA2NAGAT $0 02y (G NI O 2
request bids for work.

Participatory Activity

Attendees were introduced to the participatory activity for the event. Participants were invited to join a
collaborative workspace where ¢ly were asked to identify needs and opportunities related to
communications for a customer segment of interest. For a full list of responses refeptndix A
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which features a copy of the final activity board and accessrimdtion for an online version. The
summaries below reflect participant perspectives voiced through speech and chat during the event.

Discussion Summary

Question 1Who is the customer we are trying to reach?

Attendees were asked to identify a prioritystamer segment that they would like to improve their
communication and engagement strategies for. While many customer segments were identified, most
respondents indicated interest in discussing strategies to appeal teth-dhoderate Income (LMI)
populations.

Question 2What are big successes? What is working in this space? Who is doing work we should be
aware of?

Participants identified best practices and successful engagement strategies for LMI communities. Some
recommendations highlighted by participanivere that residential market actors should:

1 Meet Customers Where They Aré participant indicated that their organization had
experiences with LMI and other vulnerable communities that required going beyond existing
protocols to accommodate. Willingnes$o engage people where they are, whether in their
homes or in their communities, was indicated as a viable way to keep outreach and engagement
levels up in between recruiting events by several other participants.

1 Clarify Availability of Free Energy AsdiMany LMI community members are not aware of the
value nor availability of free energy audits. Improving knowledge of existing programs and how
they can unlock low or zero upfront cost energy efficiency benchmarking was identified as a
priority opportunty to enhance consumer uptake.

1 MakeProgramintake Accessibl®nline and Offline Reducing friction for digital intake
processes was identified as a priority due to the administrative burden on LMI communities
when applying for multiple similar or overlLJLIA Y3 LINB INJ Yad® b, { 9w5! Qa N&E
residential program applications was mentioned as an example of an effective solution to these
kinds of issues. However, while engagement is increasingly going digital, many LMI community
members lack intenet or cell phones. This makes online applications inaccessible to those with
the greatest need. Providers need to consider accessible strategies to bridge the digital divide.
Some practices identified by participants as valuable to consider include singpoompletion
of applications via phone/landline, and a standardized practice to follow up with applicants and
program participants via nedigital communications.

1 Enhance Coordination Between Program Managekgarticipant indicated that several groups
within New York State fulfill the same purpose (e.qg., ElectrifyNYC and CEEP/Community Energy
Engagement Program) but lack substantive coordination. Several panisipchoed the
sentiment, indicating interest in enhanced coordination, such as sharing referral pipelines.

Question 3: What needs improvement? Who is not being served, and what is the impact?
Participants indicated several areas in need of improvemantyding:

1 Difficulty Engaging Landlords of LMI Propergésparticipant indicated hearing that some
landlords are nervous about getting an audit done. This was because if they get a notice of
NEIj dzZA NER AYLINR@SYSyia GKSandards onbr edl they havestyed S 2 F
means to make those improvements, then they may conclude that less information is better.
Several participants echoed this perspective.
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0 Another participant seconded this by indicating that experience with ElectrifyN¥C ha
shown that the word "audit" concerns landlords. Another similarly indicated that
landlords have been very difficult to work with because of a lack of incentive to invest
in their properties. They noted situations where tenants reach out directly to Clean
Energy Advisors and qualify for low or-oost services, but due to their pexisting
concerns the landlord refused to support the project in whole, in part, and even in
situations with no expected financial contribution.

o One attendee indicated that latords look at the return on investment but if it takes
years to recoup their investment they will hold off. They also indicated that some of the
most significant value generated by retrofit projects are improved comfort, health and
safety, and other facte that are not easily quantified for their cash value. Another
participant indicated that ROI is also not a viable communication strategy in the instance
of a split incentive, referring to a situation where the tenant pays utilities, so the
landlord has o financial incentive to improve efficiency.

o One attendee indicated that expectation setting is key. Programs can require significant
administrative work and financing can come with contractual obligations that limit
landlord options to reposition theirsset. These can be active disincentives for landlords
to apply for, or even consent to participation in a program by their tenants.

1 Programs are Geographically Dependene participant noted that ConEd has significant Air
Source Heat Pumipcentives and rebates that make them almost free, while other utilities and
agencies do not. Patchwork incentive structures can make consumer education more difficult.

Question 4: What is the critical information that consumers need to know about effierggay and

clean energy?

Participants reviewed existing knowledge and identified gaps by customer segment, focusing on LMI
homeowners, owners of LMI rental properties, and LMI renters. Attendees indicated the following
topics as integral for consumer echtion to enhance uptake of clean energy and energy efficiency
solutions.

1 Participants indicated that critical information for all LMI housing stakeholders includes:

o Communication of state legislation/initiativesSeveral participants indicated that
consumers should understand how legislation will affect purchasing decisions in the
home, especially if/as prospective legislative mandates for building electrification
materialize, such as the recommendations made by the Energy Efficiency and Housing
Advisol Panel to the NY Climate Action Council.

o Communication of incentives/rebates/grants/lemterest rate financing for energy
saving projectg One attendee indicated that individual homeowners are much more
open to upgrading their systems when their curremie is reaching its end of life.

0 Services/resources available from Community Energy AdgiSangeral participants
indicated that LMI homeowners should be

0 Understanding of energy usage and systems (examples: heat pumps, net metering,
behavioral changet® lower energy bills, what an energy audit is and its significance,
etc.)¢ Participants indicated the need for basic energy systems knowledge building
among owners. One participant indicated that customers can be overwhelmed with too
much information @ the possible energy efficiency projects for their home which can
cause decision paralysis. They recommend that contractors provide targeted education
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on topics of highest significance to the homeowner, focusing attention on projects with
greatest Returron Investment (ROI).

o Cost and value of renewable energy installation

9 Participants indicated that critical information fo MI Homeownersncludes:

o Availability of Community SolgrA participant indicated that in situations where-gite
solar is not vible that LMI homeowners should increasingly be made aware of programs
and opportunities to procure local energy.

1 Participants indicated that critical information for Owners of LMI Rental Propertiesludes:

o Value proposition when the energy bills are gajdenantsg Participants identified
several ways aside from energy savings ROI to sell clean energy and energy efficiency
projects to owners of rental properties. One patrticipant indicated the example of an
owner reducing turnover in their rental unity/taddressing comfort, health, and safety
deficiencies. Another attendee indicated an issue with selling based on ROI, considering
the lack of cost comparability for electrification solutions. They indicated that combining
communication of prospective reqtlon and alternative value from energy efficiency
projects could provide incentive to implement them.

o0 What an energy audit shows and its significag&@ne participant indicated that
landlords are averse to energy audits in part because the languagelivf aneed
further education on the scope and significance of an energy audit before uptake will
increase.

1 Participants indicated that critical information foL MI Tenantsincludes:

o0 Energy use/benchmarking of a unit versus average unit in buitdBeyeral participants
expressed interest in digital platforms as a consumer awareness tool for clean energy
and energy efficiency while also inducing behavior change. They indicated that smart
home technologies, such as smart submetering available e&ll @hone application,
can give power to the consumer through real time energy use tracking which can help
induce behavior changes to reduce energy consumption.

0 Value proposition when the energy bills are paid by landi@dveral participants
indicatedthat providing basic information on how energy efficiency and clean energy
projects can increase comfort, reduce health and safety deficiencies, and provide other
benefits to inhabitants can help sell the process to those without liability for heating and
colling utility costs.

Question 5: What is needed to bridge the gap between what people now, and what we would like them to
know in this space?
9 Broad Stakeholder Collaboration is Needed to Unlock OpporturBéesral participants
indicated that withoutbroader coordination between local, regional, and state government,
industry, NYSERDA program managers, and utilities that solutions like widespread access to
digital platforms will not be feasible. Attendees indicated that government leadership and
commurication of prospective regulations are helpful baselines for coordination.
1 Program Manager Collaboration is Important and Compl&everal participants indicated the
need to better align program managers to improve outcomes for their organizations amd Ne
.2N] Qa Ot Sy SySNHe yR SySNHe& STFAOASyOe 32l ¢
with difficult constraints, including occasional competition for the same pool of funding.
Participants indicated interest in learning more about prospectiveveaings like the NYSERDA
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Regional Clean Energy Hubs while identifying local regionalization and supplementary organizing
boards as valuable actions to consider pursuing presently.

Question 6: Who needs to be part of solving this, and what can they do?
In conversation, participants identified two proposals to move forward through the RMAG.

1 Proposal 1Enhanced Energy Efficiency Program Coordination
0 Several participants indicated that energy efficiency program managers should
negotiate constraints to immve collaborationthat will unlock scaléor LMI
communities. Participants indicated need to learn more about the NYSERDA Regional
Clean Energy Hubs and the intent to track for relevance to RMAG activities.
1 Proposal 2Inventory of Public information omé&rgy Efficiency for LMI Communities
0 Laura Geel indicatetthat the RMAG should conduct an informal inventory of available
communications materialsefore producing something newarticipants indicated that
a collection of informative resources could bdgfal to support LMI community
outreach if they can be made relevant and accessible for LMI household needs.

Closing and Next Steps
Laura Geel closed the meeting, noting that breakout session outcomes and next steps on identified

proposals would be discussed on the Closing Plenary Session.
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Breakout Session 3: Scaling Envelope Inepnents
Meeting Summary
WednesdayNovember 0, 2021

Introduction

Topic Overview

[ FdzNF DSStX tNRAIANIY alylFr3ISNIgAGK b, {9w5! Qa {Ay3dfS
introducing the breakout session, noting the importance of envelogerovements for achievement of

b, {9w5! FtyYR bS¢ ,2N)] {dGFrGdSQa OtSlIy SySNH& | yR SyS

Trevor Reddick, the facilitator from Kearns & West, provided housekeeping and etiquette reminders for
the virtual meeting setting. He then introduced thapic for discussion.

Atthe QuarterlyRMAG meetindpeld in March 2021, attendees iwo breakout sessions identified the
needto scale envelope improvemenss a priority for the clean energy residential market transition.

Some aspects discussilntified includedhe needfor:

1 IncreasedEducation Visualization and demonstration of weatherization projects, like the Heat
Pump Planner Boaddre helpful for coonmunicating the value of envelope improvements.

1 Hardto-RetrofitBuildingStrategyc Devising a plan to address residential buildings with unique
features that make envelope improvements difficult. Ex/ NYC brownstones

MeetingPurpose

Participants reviewethe Discussion Purpose and Agenda for the meeting. Building off the identified
interest in the previous RMAG meeting, this discussion was convened to help stakeholders in the New
York residential market:

1 Identify if there is an existing market opportunfyr scaling the uptake of envelope
improvements in the ¥ family housing stock in NYS. Why or Why Not?
1 Create understanding of how we measure success and what our goals are. How do inventors,
suppliers, installers, and consumers evaluate the market dppay for envelope
improvements?
9 Brainstorm ideas on what is needed to move this market forward. What levers can we pull?
t FNHAOALI yda 6SNB alSR (2 Ay(iNRBRdzOSWhadeSouast 6Sa o
What are you and your organizaty’ Q& Ay GSNBada Ay NBarMRSyiGAlft Syg@gSt z

Presentation on Technology Development to Address Building Envelope Energy Retrofits

Introduction
Trevor introduced André Desjarlais, Residential Buildings Research Program Manager for the Building
Enwelope Materials Research Program at the Oak Ridge National Laboratory.

Findings
André presented on three envelope improvement innovation projects with Vacuum Insulated Panel
technologies (VIPs). The technolagys identified as valuable based on its higghalue and relatively



thin profile compared to comparable technologiésdréreviewed what went right with the
development process indicating that ORNL were:

91 Able to attract industry partners.

1 Able to manufacture technologies.

1 Meet energy efficiency taegs.

91 Able to avoiccreaing durability issues.

1 Met modeled and projected cost targets

Andréthen indicated that despite achieving these benchmarks that you cannot buy these products
today because they were told by industry partners that their sales and marketing functions could not
identify a market for the product. While ORNL was able to supgerelopment of coseffective
technologies, they were unable to convince potential buyers/customers of the business case.

Participatory Activity

Attendees were introduced to the participatory activity for the event. Participants were invited to join a
collaborative workspace where they were asked to identify needs and opportunities related to
communications for a customer segment of interest. Faullist of responses refer tdppendix D

which features a copy of the final activity board and access information for an online version. The
summaries below reflect participant perspectives voiced through speech, chapoatidg thoughts to

the collaborative activity board during the event.

vdzSaldAzy mY 2KSy @2dz GKAY]l l062dzi alOlfAy3a Syg@gSt 2LIS
think about it from each sector (Innovation, Supply, Consumer Demand, Manufaktstafgtion).

Participants identified many factors influencing success across the housing value chain. Top responses
include:

1 EnsuringAffordabilityof Envelope Improvements Through EOast Sales Process

1 Improving Access t&ducatiorfor Homeowners toncrease Consumer Demand

1 Passage of Ener@denchmarkingandatesto Induce Consumer Demand and Send Market
Signals

9 Helping Consumers OvercodealysidParalysisThrough Consultative Sales

1 Focu#ng onWorst Performing Buildings Most Appropriately AllocatResources

Question 2: Where are the greatest opportunities to scale envelope improvement technology?

1 Installer and Consumé&ducatiorng A participant indicated that the existing market is in Attic &
Basement insulation, yet contractors are using legachnelogies like fiberglass for attic
ceilings. They indicated the value of NYSERDA or another authority providing literature
explaining the best way to insulate the home. Consumers need clarity on likely outcomes from
energy efficiency projects to approptely set expectations.

9 CrossSector Coordinatiog One attendee indicated that coordination is needed across trades to
sync up projects in a casffective manner considering that envelope insulation means a new
siding system as well as dealing with tlielgional thickness at windows and doors. For
instance, he referenced that for window installation that it would be valuable to include siding
contractors to inform the customer of cost savings generated by replacing siding at the same
time. Sharing of imrmation, including disclosures, photo reports, HERS ratings, and other data
points was identified as one way to enhance coordination. Another indicated that the situation
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is more complex given that contractors may be loath to recommend projects they tanno
complete irhouse. One participant indicated that there are not many contractors available that
offer this turnkey process.

What is the greatest opportunity to scale envelop improvement technology? (Factors to consider: Supply
Chain, New Technology,lins f f  GA2y &> | 2YS ¢eLRf23ASasx /dzadGd2YSNI
Participants identified a variety of opportunities from the installer, homeowner, and supply chain
perspectives. Top responses include:

9 Focus on Sales Messaging Beyond-R@iticipants indicated that giveexisting regulatory and
market dynamics that selling envelope improvements based on ROI from energy use cash
savings is not viable. Instead, contractors and others in the real estate value chain should
emphasize the impact of improvements for Comfortalile and Safety, and other relevant
factors.

1 Focus orsimilarBuilding Typologsc One attendee indicated that lot of homes today were
built after World War 2 and that the greatest opportunity is in identifying where buildings are of
similar age and characteristics. Edward agreed Witllré indicating thathe difficulty in
identifying similar housing characteristics at sdaled their organization to pilgtanelized wall
technologies ora large multifamily buildinghstead ofa residential property

1 Expand the Sales Push Beyond the Contrgdre participanindicated that overempasizing
GKS O2y (NI Ol2NRa NRftS Ay NIA&aAy3d GKS YIFIN]SG 2L
the value chain where actors like real estate agents and insurance agents can influence
homeowner purchasing decisionsnother responded that contracots are going to need to
scale their businesses to meet the increased demand, so | do think that contractors have a role
to play

Question 3: Think about 200,000 retrofits annually. What are the major gaps to achieving success in your
area of expertise (spjy, install, consumer?)
Participants identified major gaps in supply and installation. Top responses include:

1 Neighborhood Characterization afdentification- Participants indicated the nedd identify
specific communitieamenable to scaling envelop@provements based on similar typology.

1 Reducing Fossil Fuels and Increasing Envelope Improvements Simultarfeéailigly to
decarbonize buildings while increasing their air tightness was identified by several participants
as a potential health and safeconcern given recent research on the adverse health impacts of
fossil fuel combustion in homes.

1 The Pandemic anaflation Are NegativehAffectingSupplyc One participant indicated that
there are material shortages on insulation spray foam productsthat prices have tripled over
the past year. Resilience in supply chains was identified as a significant gap to fill.

Question 4: Proposed Solutions (What levers can weRegulatory, Financing? New Technologies?
Innovations?)

Participants identified several potential solutions, but focused discussion on fleshing out the
Neighborhood Characterization Pilot concept. One participant indicated thas pif a localized
approachcanwork through creation of scalable processes igihg neighborhood characterization,
whole-of-house grading, and sales in stages. Another indicated that this approach can also drive cost
efficiencies for contractors through consistent jobs.
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Question 5: What are Our Next Steps?
Based on the conversatighroughout the event, participants identified three proposals t on the topic
of scaling envelope improvements:

1 Proposal: Consumer Education Program on Whole of House RetrBfitdicipants indicated a
need to identify and develop communicatiomaterialsenhancing coordination between all
actors in the residential market development chain. Relevant parties identified include, but are
not limited to Manufacturers, Contractors, Local and State Government, Trusted Community
Representatives, Real Estate Agents/Salespeople, Utilities, Insurance Prandersre.

1 Proposal: Local Influencer and Trusted Resource Network DevelopmBatticipants indicate
that local networks of influencers, such as knowledgeable, trusted installers, can accelerate
adoption by hesitant communities

1 Proposal: Neighborhood Characterization Pildfocus on housing stock with similar
typologies/characteristics can make a cagliimg business case for efficiencies in the envelope
improvement sector by creating project management knowledge that reduces costs, mass
ordering, and consistent job approaches that enhance margins for installers. One participant
identified Allied in Nas a provider offering whole house solutions that has scaled to 100 whole
houses jobs per month.

1 Proposal: Residential Energy Benchmarking Education and Incengi¥Reaticipants indicated
that energy use benchmarking is a critical lever for market devetoy based on its role in
driving market awareness and prioritizing decarbonization in home purchasing decisions. One
participant referenced the Climate Action Council and the importance of regulation for sending
market signals.

Closing and Next Steps
Laum Geel closed the meeting, noting that breakout session outcomes and next steps on identified
proposals would be discussed on the Closing Plenary Session.
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ClosingPlenarySession
Meeting Summary
MondayNovember 5, 2021

Introduction andOpeningRemarks

Sara Omar, meeting facilitator from Kearns & West, opened the meeting with Ground Rules and
Housekeeping. Laura Geel, program manager for residential programs at NYSERDA, provided Opening
Remarks reflecting on the RMAG structure, priorities, agxt steps. Laura then passed it to Trevor

Reddick, facilitator from Kearns & West, to review Breakout Session Themes, Outcomes, and Next Steps.

Breakout Session Themes, Outcomes, and Next Steps

Breakout Session Energy Use Benchmarking

Themes/Outcomes
Trevor reviewed the Breakout Session activity, including its:

1 Meeting Purpose, Structure, and Desired Outcomes
9 Preliminary Themes and Outcomes
0 Automatic Energy Use Data Collection
Establishing Standardized Benchmarks and Data Formats
Data Hubs Local Authority for Anonymized Energy Data Sharing
Home Sales Marketing
Market Development Information Sharing
Statelevel Residential Energy Benchmarking Mandates
Workforce Development Pathway to Certification

O O O O o O

Next Steps

KeithBohling, Senior Project Mager at NYSERDA, reviewed Next Steps by identifying how NYSERDA is
moving forward on, and/or scoping activities related to, identified themes. Activities being pursued by
NYSERDA in the field of energy use benchmarking identified include:

1 NYSERDA wrapping Home Energy Rating Pilot, working on documenting learnings and how
they can help us moving forward
1 We are also tracking outcomes of residential energy disclosures across the country

f Several virtual audit solutions have been funded as part of Remoté fiud / KI f £ Sy 3S | yR

watching for opportunities related to residential benchmarking and disclosures.

Keith also reviewed specific themes identified by participants to discuss existing NYSERDA activities and
developing interests to align with. These irdgu

1 Automatic Energy Use Tracking/Data Hgl#%articipants were instructed to revielw, { 9 w5 ! Qa
developingintegrated Energy Data Resourmnvening to connect interest with NYSERDA
program activities. For more information, participants were directed to see:
https://www.nyserda.ny.gov/AlPrograms/IntegratedEnergyDataResource/Getnvolved

i Statelevel Energy Benchmarking MandsiteParticipants were referred t&nergy Efficiency
and Housing Advisory Panel recommendatioradeto the Climate Action Counciarticipants
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https://www.nyserda.ny.gov/All-Programs/Integrated-Energy-Data-Resource/Get-Involved

were also informed thiethe draft Climate Action Coun@lcoping Plan will be released for public
comment in 2022For more information, participants were directed to see:
https://climate.ny.qovi/ media/CLCPA/Files/20205-03-EEand-HousingRecommendations. pdf

9 Disclosure for Real Estate TransactigRarticipants were told to review the agenda for, and
consider attending, the Clean Energy for Homes Conference schedulexbfoafy 2022. The
program features at least one session focused on existing market solutions that can enhance
visibility of energy use in real estate transactions.

1 Workforce Developmerg Participants were informed and updated on availability of several
NYSERDARrogram Opportunity Notices, including thiew York State Clean Energy Internship
Program (PON 400@ndthe Onthe-Job Training for Energy Efficiency and Clean Technology
(PON 3982funding opportunities. Keith informed participants of a new furgdiound for the
Career Pathways Training Partnerships for Hiffftiency HVAC and Heat Punfip©N 4463)
fundingopportunity. Participants were informed that if they can partneith a community
based organization to suppatechnical training and prograievelopment to inquire with
NYSERDA program st&f@r more information, participants were directed to see:
https://portal.nyserda.ny.qov/CORE I@itation Detail Page?Solicitationld=a0rt000000x71xCA
AQ

Breakout Session Zustomer Engagement and Homeowner Playbooks Breakout Session
Themes/Outcomes
Trevor reviewed the Breakout Session activity, including its:

1 Meeting Purpose, Structure, arizesired Outcomes
1 Presentation by Sahara James of Kinetic Consulting on challenges and opportunities with their
pilot program ElectrifyNYC, which is helping expand clean energy and energy efficiency projects
for LMI communities in Queens and Staten Island.
9 Discussion Outcomes, including the two group proposals identified at the end of the session.
0 Proposal: Enhanced Energy Efficiency Program Coordirdtigoroved collaboration
between energy efficiency program managers can encourage scaling access for LMI
o Proposal: Inventory of Public information on Energy Efficiency for LMI Commanities
Important topics to consider for inclusion are those that identify bestlass materials

serving:
A Best Practices for Si®pecific Education/Engagement (Meeting Pedleere
they Are)
A Information for Contractors Serving LMI Communities
A Information for LMl Homeowners
A Information for Owners of LMI Rental Properties
A Information for LMI Tenants

Next Steps

Laura Geel reviewed Next Steps for the Customer Engagement and Waere@laybooks priority by
identifying how NYSERDA is moving forward on, and/or scoping activities related to, identified breakout
session themes. Laura identified the proposals from the breakout session and indicated how RMAG
membership can move each foand:
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1 Proposal: Enhanced Energy Efficiency Program Coordimg@articipants were informed of the
the Regional Clean Energy Hubs RFP and to review the Clearinghouse List to identify
organizations who have identified interest in teaming with other orgditina for the purposes
of broader collaboration. For more information, participants were told to see:
https://www.nyserda.nygov/AlFPrograms/RegionaCleanEnergyHubs/RegionaCleanrEnergy
HubsClearinghousé ist

1 Proposal: Inventory of Public information on Energy Efficiency for LMI Commqbitieag the
breakout session it was identified that prior to creating new matsrinat NYSERDA should
conduct a survey of RMAG membership to identify existing-imestass materials addressing
each market segment. Participants were instructed that they would receive a survey and that
they should respond with relevant materials whiebuld be summarized and shared.
Participants were also informed that further conversations, including Listening and Strategy
Sessions could be convened to identify specific actions the RMAG can take. Participants were
invited to emailresmarket@nyserda.ny.gaith any questions or concerns for this process. A
summart of responses will be shared separately.

Sara then walked participants throutjtree poll questionsgauging grougnterest in future sessi@on
customer communications topics. Copies of poll questions and results of the poll are avaitaide in
document asAppendix E

Breakout Session Scaling Envelope Improvements

Themes/Outcomes
Trevor reviewed th&reakout Session activity, including its:

1 Meeting Purpose, Structure, and Desired Outcomes
1 Presentation byAndré Desjarlais, Residential Buildings Research Program Manager for the
Building Envelope Materials Research Program at the Oak Ridge Nationatbabamn the
innovation to commercialization gap and its implications for scaling envelope improvement
technologies.
9 Discussion Outcomes, including the four group proposals identified at the end of the session.
0 Proposal: Consumer Education Program on ¥hbHouse Retrofits
0 Proposal: Local Influencer and Trusted Resource Network Development
0 Proposal: Neighborhood Characterization Pilot
o0 Proposal: Residential Energy Benchmarking Education and Incentives

Next Steps

Laura reviewed Next Steps for tBealing Envelope Improvements Breakout priority by identifying how
NYSERDA is moving forward on, and/or scoping activities related to, identified breakout session themes.
Laura identified actions connected to themes from the breakout session and how RM&Genship

can move each forward:

1 Community Level Support and Local Network Building
o Participants were informed of local network building and collaborative convening
opportunities through the Regional Clean Energy Hubs RFP.
o Participants interested in workgion a neighborhood characterization pilot were
instructed to consider participation in the Stacked Energy EfficiBiloy Framework
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Working Group. The group is developing a framework that can help inform program
managers on the factors to consider whempiementing a program that combines
energy efficiency and clean energy projects. To connect to this work, participants were
instructed to emailesmarket@nyserda.ny.gov

M Consumer Education

o Participants werenstructed to consider opportunities to share educational and

technical resources on envelope improvements to help identify gaps. Efforts to improve
consumer education were also identified as valuable when aligned with efforts to scale
energy disclosurand benchmarkingadoption in the residential market.

RMAG Meeting Themes and Discussion

Sara and Laurelded questions and feedback from participants to help inform process design and
provide answers to questions from participants

Next Steps andpcoming Engagements
1 Clean Energy for Homes Conferenéebruary 910, 2022
o For more information, participants were told to sd#tps://events.building
performance.org/regional
o0 Opportunitieswere identified for RMAG participants be an attendee, exhibitor or
sponsor
9 Stacked Energy Efficien&jlot FrameworkWorking Group
0 t I NIAOALIYGA 6SNBE AYyF2N¥SR 2F (KS 22NJ]Ay3
were told to sign p by emailingesmarket@nyserda.ny.gov
1 Membership Showcase
0 As part of RMAG regular programming NYSERDA seeks presentations from membership
highlighting their company and their work. If interested, participants should email
resmarket@nyserda.ny.gov
1 Listening Sessions
0o NYSERDA are in the planning stages of Listening Sessions to help scope activities
addressing priority RMAG topics. Upcoming sessions incliderkforceDevelopment
Forum and Peerto-Peergroups. Participants were told to look out for updates on these
activities as they proceed.

Closing
Laura closed the session by thanking participants for their participation.

Page27 of 33


mailto:resmarket@nyserda.ny.gov
https://events.building-performance.org/regional
https://events.building-performance.org/regional
mailto:resmarket@nyserda.ny.gov
mailto:resmarket@nyserda.ny.gov

Appendix A
RMAG Proceddiagram

New York State Energy Research and

Development Authority
(NYSERDA)

Provide feedback, input, and information
exchange for NYSERDA programs and
overall market support

|. Residential Market Advisory Group*

Contractors,

Service Providers, Policy & Advocacy

panliaciuieEse Inspectors, & Financiers Groups

Distributors Broader Stakeholder

Community
Trade Associations

Utilities & Energy

& Standards
Organizations

! Other Stakeholders
Providers

*Categories intended to represent diverse RMAG participation and are not a conclusive fist.

A

Provide expertise, deliberate
RMAG-identified topics, and develop
recommendations

Il. Working Groups lll. Listening Sessions & Workshops

Ad Hoc: For a short-term, focused dialogue . ) ) ) .
Broad, one-off discussions on fopics and needs identified

V. Expert Panel

Nominated, representative membership for advice into
topics as charged by NYSERDA or the RMAG

Standing: Regular collaboration by the RMAG

Figure 1: Information flow between stakeholder groups
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AppendixB

Residential Energy Benchmarking Breakout Se$&aoticipatory Activity
Below is the final board used during the breakout session. For the online version, pleaBesédential Energy Benchmarking Miro Board
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Appendix C

Customer Engagemeand Homeowner Playbooks Participatory Activity

Below is the final boarftom the breakout sessionTheonline versions available hereCustomer Engagement and Homeowner Playbooks Miro Board
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Appendix D

Scaling Envelope Improvements Breakout Session Participatory Activity

Below is the final board used during the breakout session. For the online version, pleaSeae®)
Envelope Improvements Miro Board

Page31of 33


https://miro.com/app/board/o9J_ltt-5gA=/?invite_link_id=601029474590
https://miro.com/app/board/o9J_ltt-5gA=/?invite_link_id=601029474590




